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Disclaimer 

This information has been prepared by Charles Russell LLP as a general guide only and does not constitute 
advice on any specific matter. We recommend that you seek professional advice before taking action.  You should 
obtain independent advice from a financial services licensee firm before making any financial decisions. Although 
Braxton and its related companies has made every effort to ensure the accuracy of the information as at the date 
of publication, Braxton does not give any warranty or representation as to the accuracy, reliability or completeness 
of the information. Braxton and its employees, officers and contractors shall not be liable for any loss or damage 
arising in any way (including by way of negligence) from or in connection with any information provided or omitted 
or from any one acting or refraining to act in reliance on this information. 
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Geared to growth 
 
The London Stock Exchange is successfully marketing a low 
cost public offering process to small companies, entitled the AIM 
and PLUS. These small stock exchanges cater to companies in 
the micro to small cap universe, offering access and liquidity 
comparable to NASDAQ at a lower total cost to the issuer. The 
estimated expense to execute an IPO on the SMALL STOCK 
EXCHANGES is thirty percent less than on the NASDAQ 
(Charley Lax, PE Week Wire).  Further, the cost of maintaining a 
listing on the small stock exchanges is sixty percent less than 
maintaining a listing on the NASDAQ, due largely to SOX 404 
compliance costs. Small companies can raise capital on the 
London´s small stock exchanges with fees and underwriting 
charges that are thirty percent of those incurred in the United 
States markets, according to Charley Lax, from PE Week Wire. 
Calculations from OXERA CONSULTING (“THE COST OF 
CAPITAL AN INTERNATIONAL COMPARISON”) shows that 
under-pricing losses are less as well. 
Smaller offerings with a consideration of less than 2.5 million 
Euros may also qualify for an exemption from filing a prospectus, 
further eliminating associated costs when compared to a listing 
on the NASDAQ. Finally, the listing process takes only eight to 
twelve weeks, compared to the six to eight months required in 
the United States. 
The London´s small stock exchanges market has limited listing 
requirements. There is no minimum share requirement, no 
trading record requirement, no shareholder approval 
requirement, and no minimum market capitalization requirement. 
In addition to a working capital report, only two years of audits 
are required and a report on internal financial controls. A listed 
company must have a “nominated advisor” and declare its 
working capital. The Nominated Advisor (“Nomad”) or the 
Corporate Advisor, vouches for the company, determining its 
suitability for small stock exchanges, and will do due diligence, 
but the requirements are less stringent than those for a full 
listing.59 The Nomad or Corporate Advisor’s certification 
provides the substitute for the underwriter’s certification in the 
United States. 
Most of the small stock exchanges companies go public through 
a so-called private placement (it does not have the same 
meaning in the United States), in which a company’s shares are 
offered to a select group of institutional investors that include 
well known names in the United States: Fidelity, Goldman Sachs 
and Merrill Lynch according to Grace Wong (“The War for Start-
Ups Going Public”, CNN Money.com). London´s small stock 
exchanges combine its size with a clear focus on growth 
companies.  
 
 
 

 
 
Many companies have benefited greatly 
by moving from a private to a publicly 
listed company. Benefits of going public 
can include: 

 
• The possibility of an increase in the 
market value of your company 
• Access to a larger capital market 
• Exposure to retail and institutional 
investors, both domestic and international 
• Enhancement of your company’s profile 
and ability to attract quality executives 
and directors. 
• The potential to achieve a higher price 
for your company than you may achieve 
from a private sale. 

 
These and many other benefits are 
discussed in this Guide. 

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 

 
 
 

 

 



 

 

 
 
 
This contrasts with many local European exchanges, where 
smaller stocks often struggle for attention from investors and 
brokers. PLUS accommodates businesses at the very early 
stages in their development. 
 
 
 
London 
 
London is a highly attractive international centre that offers 
applicants access to a vast base of investor capital. This, 
together with the UK’s more principles based approach to 
regulation and corporate governance (which stands in marked 
contrast to many prescriptive regulatory overseas regimes), 
results in the London market providing a more cost-effective 
offering with a lower cost to access capital than its counterparts 
in the US, for example. A London listing has a number of 
attractions.  
 
- The London Stock Exchange is the largest stock exchange 

in Europe and the world's most internationally focused  
- London is a global financial centre - all the major banks have 

offices in London 
- The great majority of all IPOs on Western European 

exchanges take place in London 
- London is well known for its high standards of regulation 
 
For companies deterred by the potentially high cost of flotation 
on PLUS – usually upwards of £300,000 – PLUS can be an 
easier rout to Initial Public Offering (IPO) and a less costly way 
of raising finance. The average market capitalization of a PLUS 
quoted company is just over £10 million - significantly lower than 
on AIM where it is now over £65 m. 
 
PLUS structure 
 
PLUS is fully authorized and regulated by the UK Financial 
Services Authority and was granted Recognized Investment 
Exchange status in July 2007. This accords it the same status, 
rights, and privileges as the London Stock Exchange. PLUS is 
open to companies, funds or market professionals issuing 
equity, debt, depositary receipts (DRs) and an array of specialist 
securities, such as structured and exchange traded 
products. There are currently seven market-makers, and 
PLUS is open to UK and overseas companies and funds.  
 

 

 

 



 
 
 
 
 
 
 

 
Its primary market specializes in smaller domestic and 
international companies representing a wide range of sectors 
and all stages of development. There are currently over 200 
companies quoted on the primary market with a combined 
market cap of over £2.3 billion. 
 
Its secondary market trading platform is based on a quote-driven 
trading model, which PLUS believes is the most efficient and 
effective system by which shares in small and mid-cap 
companies may be traded. Market-makers commit their own 
capital to the market, playing a key role in providing both price 
formation and liquidity. PLUS-quoted shares qualify also for 
charitable donations 

 
A cost-effective admission process;  
 
Greater efficiency – the requirement for more rigorous 
disclosure tends to lend itself to better systems and controls, 
improved management information, and greater operating 
efficiency of the business as a whole. 

 
An opportunity to raise the profile of the business. A listing may 
improve the perception of a company’s stability and raise its 
status among clients, shareholders, competitors and potential 
investors; 
 
The ability to raise equity finance from institutional and private 
investors; and tax benefits for investors.  
 
 
Providing a (secondary) market for your company’s shares 
post-listing trading stimulates liquidity in your company’s shares, 
and gives shareholders the opportunity to realize the value of 
their holdings. This can help broaden your shareholder base, 
because investors know that they can readily enter and exit their 
holdings; it also facilitates further capital raising. 

 
It is important to differentiate between primary and secondary 
markets. When a company issues shares directly to investors in 
an IPO, this is referred to as the primary market. The secondary 
market refers to the trading of shares on the PLUS trading 
system following the primary issue.  
 
Alignment of employee/management interests and commit-
ment – being listed simplifies the process and increases the 
benefit of remunerating your employees and executives with 
shares. Share-based remuneration can also help align the 
interests of employees with the goals of the organization by 
increasing their long-term commitment to the business.  
 

 
 
 
 



 
 

 
 
 
 
 

 
 

Employee incentive schemes give employees an opportunity to 
share in your company’s growth; this in turn helps the company 
attract and retain high-quality employees, executives and 
directors.  
 
Opportunity to attract and motivate staff. Employees may be 
more motivated if they have a stake in the business. Shares and 
options can be a tax-efficient part of a remuneration package, 
which allows you to reward staff without as great an impact on 
cash flow. 
 
 Reassurance of customers and suppliers – companies listed 
on PLUS generally find that the perception of their financial and 
business strength is improved. Completion of the due diligence 
process that is conducted as part of the listing process, and 
ongoing compliance with continuous disclosure rules can 
reassure other companies who have business dealings with 
your business. 
 
Support for Smaller Companies. Smaller companies often 
have difficulty attracting the attention of the market, something 
which is fundamental to the success of your listing. Many 
smaller PLUS listed companies have succeeded in generating 
investor awareness by adopting a robust investor relations 
strategy. 
 
To gain greater acquisition opportunities. The ability to offer 
‘paper’ (listed shares) as well as cash consideration can be 
appealing to potential targets. 
 

Issues for consideration 
 
In deciding whether listing is appropriate for your company, you 
should also consider the potential drawbacks, obligations and 
costs of being a publicly listed company. These issues may also 
be common to unlisted companies with outside shareholders 
and include:  
 
Susceptibility to market conditions – no matter how well run 
a business, the price and liquidity of its shares can be affected 
by market conditions beyond its control, market rumour, general 
economic conditions or events elsewhere in the same industry.  

 
Crossing the Channel 

Why should European companies 
consider a stock exchange in London 
for their listing? The answer is not 
obvious. After all, London´s small stock 
exchanges are located in a different 
time zone from most countries in the 
region, operates UK trading hours, 
usually trades in a foreign currency and 
has its own local admission and regu-
latory processes. 

Yet the number of European 
companies that have now made the 
move to London has quadrupled in 
three years. 
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Disclosure requirements and ongoing reporting – 
The process of becoming listed involves a much higher degree 
of disclosure and corporate governance than may be required of 
a private organization and can involve additional management 
time, costs and investment in information and compliance 
systems.  

 
Media exposure –  
Heightened media exposure has been mentioned as a benefit of 
listing, but there are times in the life of a company that greater 
media exposure may instead be unwelcome. 
 
Costs and fees – 
There are costs involved in floating a company, maintaining a 
listing and raising additional capital. The total costs of listing are 
likely to include, amongst other expenses, brokerage fees, 
accounting, legal and other professional fees (e.g. independent 
expert fees) as well as prospectus costs and PLUS listing fees. 
 
 Potential loss of control –  
The sale of shares in a company inevitably involves ceding a 
degree of control to outside shareholders. This means that 
certain corporate transactions, such as related party 
transactions, may require the prior approval of shareholders. 
Depending on the proportion of equity that original investors 
retain, there is also the possibility that your company may be 
subjected to takeover bids at some point in the future.  

 
Management time –  
Being listed, and in particular the IPO process, can use up 
considerable management time which might otherwise be 
directed to running the business.  
 
 
Directors’ responsibilities – 
Management and directors of a private company may find that 
they simply do not like the implications of running a listed 
business. Greater disclosure of salaries, restrictions on share 
dealing and price sensitive information, and the need to invest 
time and money in investor relations are all additional 
responsibilities of a listed company. 

 
 
 
 
 
 

 

 

Private fund raisings- In recent years, 
private fundraisings have become an 
increasingly popular method of attracting 
investment with-out the need for a 
company to conduct an IPO. Private 
finance is a cost-efficient way of raising 
funds for a company and also for 
preparing a company for a listing on the 
London markets. A company is rewarded 
in a private fundraising with the ability to 
plug funding gaps without recourse to 
costly or unavailable bank debt or the 
costs associated with an IPO. The fees for 
raising capital on an IPO will be higher to 
reflect the minimum level of due diligence 
required for an IPO regardless of the 
amount being raised. Private financing 
may be completed more quickly and more 
cost-effectively than an IPO as there is no 
need to produce and verify a lengthy 
admission document or a prospectus. 
Once a company decides to raise money 
privately, the first step may involve the 
preparation of a detailed private 
placement memorandum or investor 
presentation that describes the firm’s 
business and operations, summarizes its 
business strategy and describes the 
relevant market, and may include financial 
statements and/or projections.  

The memorandum allows prospective 
investors to under-stand the business and 
the critical factors that a company 
believes will lead to successful growth 
and investor return. The document may 
also highlight a company’s strengths and 
weaknesses. Unlike an IPO prospectus, a 
memorandum is not vetted, nor is it 
subject to the same compliance and 
regulation. However, as is likely to be the 
case, if the memorandum is to be used as 
an investment tool for attracting investors 
to the UK, then there are certain complex 
restrictions and regulations associated 
with offering securities in the UK with 
which the company needs to comply. 

 

 

 

 
 
 



 
 

 
 
 
 
 
 
Corporate Structuring and Taxation  
 
The company will need to consider and get advice on whether 
the existing corporate structure of the company (including its 
subsidiary entities) is suitable to proceed with a listing or 
whether certain corporate restructuring should be affected prior 
to listing. For example, the company should consider whether 
the existing corporate structure and jurisdiction will be clear and 
understandable to the market and whether they are designed to 
optimize tax, whilst ensuring adequate distributable reserves. 
 
Routes to admission 
 
As part of its flexible approach, PLUS offers companies to join 
the PLUS-quoted market via the following routes:  
 
Introduction onto PLUS.   
Companies can seek admission to PLUS simply to raise their 
profile and gain an independent valuation of their company, 
rather than for fundraising. Where this applies, the company's 
securities are 'introduced' onto PLUS. Companies may then 
decide to raise funds at a later date. This only requires an 
admission announcement together with completed application 
forms and limited supporting documentation filed by a PLUS 
corporate advisor. Companies that are keen to raise profile as 
opposed to funds, or want their  
valued independently, can do so without needing to produce 
even an admission document or formal prospectus.   
 
Private placement. Companies looking to raise funds from a 
maximum of 100 investors can do so on PLUS without requiring 
a full prospectus. The PLUS corporate advisor files a private 
placement memorandum with PLUS on behalf of the company. 
The memorandum is not for public release and therefore does 
not have to go into as much detail as a full prospectus or 
admission document, which in turn reduces the cost of coming 
to the market.  
 
IPO. This route is available to companies keen to raise money 
from the widest possible pool of investors available. In the past, 
typical examples of companies that benefit from joining PLUS 
include high-growth companies looking to raise typically £1m to 
£2m, with a likely market capitalization of up to £20m, and 
looking to establish a profile.  
A company wishing to raise money through an IPO will need to 
produce a prospectus (unless the offering is less than €2.5m, in  
which case an admission document will be required).  
 
 

 
 
 
 
 
 

Impartial advisors suggest that it is firms 
with market caps of lower than £30m, or 
that are looking to raise less than £10m, 
that should think again before going to 
AIM, the other London´s stock ex-change 
for small and medium companies. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 



 
 
 
 
 
 
 
 
The prospectus/admission document will be the company's main 
information source for potential investors and PLUS, and will be 
used for marketing purposes. An IPO is the most expensive way 
of joining any public market due to the detail and verification 
work needed to produce a quality prospectus or admission 
document.  
 
 
Simple Listing Process 
 
PLUS offers a clear and straightforward admissions process, 
which can usually be completed in three months or even less. A 
prospectus is necessary only if raising more than €2.5 million. 
This can mean that it can be utilized as an alternative to pre-IPO 
fundraising which may otherwise be more difficult and costly. 
While the admission process to PLUS is deliberately flexible to 
encourage companies, all businesses wishing to float on PLUS 
need to: 
- satisfy requirements – for applications not accompanied by 

an admission document, each application will be reviewed 
by an application panel comprising city practitioners and 
industry experts;  

- appoint a PLUS corporate advisor, typically a corporate 
finance boutique, investment bank, accountancy practice or 
law firm approved by PLUS. The corporate advisor ensures 
that eligibility criteria are met and that the company is 
suitable for admission;   

- demonstrate appropriate levels of corporate governance – 
which means having at least one independent non-executive 
director;  

- have adequate working capital (12 months minimum);  
- have no restrictions on the transferability of shares;  
- issue shares which are suitable for electronic settlement. 
 
The timetable for listing, from the time you make the decision to 
list to the actual listing is influenced by a number of variables 
such as the complexity and scale of the transaction, how quickly 
the listing documentation can be prepared and how quickly 
funds are received from investors. The time taken to list can 
range from three months to two years, with six months being 
typical. The importance of effective planning and project 
management should not be underestimated. Detailed 
preparatory work undertaken by management prior to appointing 
advisors may save a significant amount of time and money.  
 
Pre IPO structuring matters for consideration include a review of 
the board composition, determining the ideal legal structure for 
the float and identifying the businesses within the group that will 
be included or not included. 

 
The listing process usually involves the 
following steps, but depending on your 
circumstances, the need for, and order of, 
these steps may vary. 
 
STEP 1 Appoint and consult with 
advisors, like brokers, Corporate 
Advisors, Accountants and Lawyers. 
  
STEP 2 Talk to PLUS for guidance on 
general IPO process for the company and 
PLUS Listing Rules 
  
STEP 3 Preparation of Documentation  
 
STEP 4 Lodge prospectus + Apply to 
list  
 
STEP 5 Admission to PLUS  
 
STEP 6 Commence trading, with official 
quotation of the Company’s securities  
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 



 
 
 
 
 

 
 
Appointing advisors 
Professional advisors play an integral role in achieving a 
successful listing. Professional advisors can assist with a wide 
range of issues including legal, financial, accounting, valuation, 
prospectus preparation, due diligence, underwriting and 
marketing of the IPO. There are also specialist advisors such as 
independent valuation experts for specific industries such as the 
mining industry. 
 
The importance of choosing quality professional advisors should 
not be underestimated. It is advisable to prepare a key profile of 
your company’s current business together with a summary of its 
financial position before you approach potential advisors. 
 
Corporate Advisor 
A PLUS Corporate Advisor plays a key role in preparing, and 
assessing the suitability of, companies 
for admission to the PLUS-quoted market and providing ongoing 
support in relation to their client companies’ regulatory 
responsibilities. Each company to be admitted to PLUS must 
retain a Corporate advisor, both on flotation and on an ongoing 
basis. 
 
The Corporate advisor is responsible to PLUS for assessing the 
suitability of PLUS applicants and PLUS companies for which it 
acts on an ongoing basis. In the run up to flotation, the 
Corporate advisor will explain the PLUS Rules to the company’s 
board and ensure that the directors are aware of their 
responsibilities and obligations. This is important because the 
directors are responsible for the company’s compliance with 
PLUS’s regulations, including the accuracy of the information in 
the admission document. The Corporate advisor will also 
assume primary responsibility for the preparation of the 
admission document and the co-ordination of the due diligence 
process. 
Once the company has been admitted to PLUS, the Corporate 
advisor will continue to give advice and guidance on the PLUS 
rules on an ongoing basis 
 
Broker 
Most companies seek admission to PLUS to access additional 
equity capital. The broker plays the lead role in raising funds for 
the business, maintaining good relations with the investment 
community and creating a thriving market in the company’s 
shares.   
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 

Corporate Advisor responsibilities include: 
- -Determination of Issuer Suitability  
-  
- -Issuers’ Understanding of Responsibili-

ties  
- -Provision of Advice & Guidance 
- -Conflict of Interest awareness 
- -Liaison with PLUS 
- -Record Keeping 
- -Provision of Information 

 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



 
 
 
 
 
 
 
 

 
 
 
 

 
The marketing or fundraising process 
 
The main objective of the marketing process is to raise the 
money the company requires. This is done by delivering a clear 
investment proposal to well-targeted potential investors which 
explains the rationale for investing in the company, sets out the 
‘value proposition’ and explains why the company expects to 
make money for the investors. In order to maximise the impact 
of the marketing process, the broker develops a marketing 
strategy and organises a series of meetings to visit interested 
investors. 

 
The main marketing tasks are: 
• targeting a pool of appropriate potential investors 
• preparing marketing material, including the preadmission 
research report, investor presentation and providing input into 
the admission document/prospectus 
• organizing the ‘roadshow’ where potential investors meet the 
company management 
• building the book (ie obtaining orders to purchase the shares, 
finalizing the price and allocating the securities) 
 
 
Identifying potential investors 
Once the broker has developed an understanding of the 
business, the first task is to draw up a list of potential investors. 
The broker’s sales teams are typically divided into two primary 
areas: 

 
Institutional sales team 
An institutional sales team which has relationships with the 
major fund managers in a broad range of investment institutions 
including: 
• Domestic institutional investors: These investors are the 
mainstay of the PLUS investor community. They include the 
specialist fund managers running unit trusts and investment 
trusts investing in small-to-medium market capitalization stocks. 
They typically adopt a medium to long-term view in their 
investment objectives. These managers often have expertise in 
a particular sector and are likely to have in-depth knowledge of 
other companies operating in these sectors. 
Accordingly, they will be particularly interested in certain aspects 
of the company’s investment presentation and may expect the 
management team to provide them with considerable additional 
detail about the company. 
• Overseas institutional investors:  
 
 
 
 
 
 
 



 
 
 
 
 
 

 
 
These firms may have specialist sector or country funds for 
which certain flotations might be of interest. 
These investors are becoming increasingly important for any 
international company seeking admission to PLUS, as their 
investment will signify that the ‘local’ investor understands the 
business plan and investment proposal, which in turn increases 
confidence amongst the domestic institutional investor 
community. 
• Venture Capital Trusts (VCTs): These funds are a unique 
category of institutional investor. VCTs that are listed on the 
Main Market of the Exchange are broadly similar to investment 
trusts. VCTs provide certain tax advantages to their investors 
and their purpose is to promote indirect investment by 
individuals in small, comparatively high-risk companies (whose 
main place of business must be the UK). VCTs are an 
increasingly important part of the PLUS investment community. 
 
Private client team 
A Private Client or ‘Retail’ sales team which is focused on 
private clients who typically comprise: 
• Experienced private investors and certified high net worth 
individuals:  

 
These will usually be investors whose investment criteria are 
already known to the broker, who will assess the suitability of 
the company against their known risk appetite, informing them of 
the investment opportunity if it is deemed appropriate to do so. 
• Private client brokers, specialist sector brokers: These firms 
may have in-house funds, discretionary clients or other clients 
who might be interested in participating in the admission. 
• Overseas brokers with retail clients:  overseas brokers may be 
brought in to the distribution team if the flotation is of interest to 
overseas investors. 

 
Preparing the marketing material 
The marketing material typically comprises three primary 
documents, as well as press releases and the Intention to Float 
announcement. The primary documents are: 
 
a)The investor presentation 
In addition to the admission document, the company’s 
management will often prepare a presentation for use with 
investors during the roadshow. The broker will work closely with 
management and the public relations team to prepare the 
presentation and maximise the impact of the investment 
proposal. The presentation will summarise the business and its 
key strengths in order to provide a clear investment rationale for 
potential investors. 

 
 
 
 

 
 



 
 
 
 
 
 
 
 
 
 
It is important that the company recognizes that the investor 
presentation is subject to verification by the lawyers. All 
statements have to be substantiated and conform to the 
regulations that apply to the promotion of the type of security 
and the target investor. To ensure accuracy and consistency, 
the investor presentation is prepared and verified simultaneously 
with the pathfinder document. 
 
b)The pathfinder/admission document 
The pathfinder document is the first public version of the 
admission document that is sent out to potential investors. In 
most cases, the pathfinder document will not usually stipulate a 
price, although it may contain an indicative price which will be 
finalized during the placing process. Other information like 
placing statistics and the issue date may also be missing from 
the pathfinder, but will be finalized in the admission document 
after the completion of the marketing process. 
 
The admission document is designed to give potential investors 
detailed information about the company on which they can base 
an investment decision. All the information in the document is 
verified by the directors and the company lawyers to ensure its 
accuracy. The Corporate advisor will co-ordinate the production 
of the admission document (see chapters on the role of the 
corporate advisor, the role of the corporate lawyer and the role 
of the accountant) but the 
broker will ensure that the investment proposal contained in this 
document is fully consistent with the investor presentation. 
 
In the case of a prospectus, the broker will also determine the 
share price based on its evaluation of the market, before 
agreeing the final price with the business management. 
 
c)The research report 
This is produced by an independent analyst working either for 
the broker, or for an independent investment research company: 
 
• Broker’s in-house research teams. A number of brokers have 
developed in-house research departments that specialize in 
particular sectors. Brokers erect ‘Chinese walls’ to separate the 
sales team from the research team, ensuring that the research 
is independent and objective. However, the development of 
perceptions that such independence is gradually eroding has led 
to a growing trend to outsourcing research to specialist 
independent research firms. 
 
 
 
 
 
 
 



 
 
 
 
 
 
 
 
• An independent investment research company. There is an 
increasing number of dedicated research firms providing 
institutional-quality research. These firms are often arranged to 
cater for specialist sectors and provide a high standard of 
objectivity due to their independent status. 
 
Irrespective of the source, the report must reflect the analyst’s 
impartial and objective view of the sector and the company’s 
prospects and must be independent of the management’s view. 
The report is based on publicly-available information, 
information given by the company during discussions with the 
management, from visits to the company or in written material.  
 
The report will also contain the analyst’s forecasts of the 
company’s future financial performance, together with a 
business valuation based on the forecasts. The report may also 
include share price predictions. As a result, research notes can 
have an influence on the company’s share price when it starts 
trading on PLUS. 
Because of this potential influence, a ‘blackout period’ is 
typically imposed on the publication of the research report and 
any other market-sensitive information. The extent of the 
blackout period is not formally defined, but market practice is to 
impose a blackout period of 30 days before the date of 
publication of the pathfinder prospectus and 30 days after the 
final admission document has been published. This means that 
the research report must be organized very early in the 
marketing cycle. 

 
Reporting Accountant 
The reporting accountant's role 
The reporting accountant is a key member of the team of 
advisors working on a flotation and takes responsibility for 
reviewing and reporting on a number of areas, including 
historical and forecast financial information. The reporting 
accountant's financial expertise, as well as its experience with 
the peculiarities of the flotation process, will help smooth the 
directors' progression through the process as it can quickly 
identify and assist in the resolution of issues that might 
otherwise hold up an PLUS admission. The reporting accountant 
also brings a valuable Impartial and independent perspective to 
the flotation process. 

 
The company's directors have onerous responsibilities in 
relation to their PLUS admission document and the reporting 
accountant helps the directors discharge their responsibilities in 
a number of areas. Indeed, the reporting accountant's work is a 
critical part of the process of ‘due and careful enquiry’ that 
underpins the PLUS admission document. 
 

 
 
 
 



 
 
 
 
 
 
 
 
 
 

 
The Lawyer 
 
The principal responsibilities of the company’s lawyers acting on 
an PLUS flotation include: 
 
• conducting legal due diligence on the company, establishing 
the corporate structure and standing of the company and its 
subsidiaries, verifying title to their respective assets, examining 
material contracts and employment agreements, reviewing any 
current or prospective litigation and preparing a legal due 
diligence report 
• advising on any necessary corporate restructuring, including (if 
appropriate) the creation of a new holding company as the 
vehicle for the flotation 
• advising on the drafting of the admission document, which may 
also constitute a prospectus, with a general role in assisting the 
directors and other advisors, including local lawyers, in ensuring 
that the document is accurate and complete, and a primary role 
in preparing the statutory and general section which usually 
appears at the back of the admission document 
- negotiating the terms of the placing or introduction agreement 
between the company, 
the directors and the Corporate advisor and broker, and the 
scope of the warranties and indemnities to be given by the 
company and the directors under that agreement 
• preparing employment agreements for directors and other key 
staff 
• drafting share option schemes for directors and employees 
• advising the company’s directors on their responsibilities both 
under the admission document/prospectus and generally, on 
corporate governance and on the liability of the company and its 
directors under the warranties and indemnities in the placing or 
introduction agreement 
• preparing verification notes, in the form of questions designed 
to ensure that the contents of the admission document (and the 
pathfinder and placing proof of the admission document) are 
accurate, and liaising with the directors and other advisors to 
obtain answers to those questions together with supporting 
documentation 
• negotiating and advising on the terms of the agreements which 
will govern the relationship between the company and the 
Corporate advisor and the broker in relation to their respective 
roles and responsibilities following the flotation 
 
 
 
 
 
 
 
 



 
 
 
 
 
 
 
 
 
 
• preparing board minutes, terms of reference for any board 
committees, powers of attorney and responsibility statements to 
be signed by each of the directors, confirming that they have 
understood the responsibilities they are accepting by approving 
the issue of the admission document/ prospectus 
• advising generally on the legal aspects of the flotation process 
and the continuing obligations 
of the company and the directors following the admission of the 
company to PLUS. 

 
The lawyers to the Corporate advisor and the broker are 
responsible for reviewing the admission document and 
supporting documentation, as well as any other investment 
communications proposed to be issued by the Corporate advisor 
or the broker. They also draft and negotiate, on behalf of the 
Corporate advisor and the broker, the placing or introduction 
agreement and the Corporate advisor and broker agreements, 
and assist the Corporate advisor in ensuring it complies with the 
PLUS Rules for Corporate advisors in relation to the admission. 
 
Communication 
Communication is at the heart of a successful flotation, and the 
flotation process is the beginning of a very visible and high 
profile life as a public company. Ensuring that a company’s 
operations, growth potential, strategy and management are 
introduced and communicated in the best possible manner to 
the investment community is therefore of paramount importance. 
 
Public Relations (PR) companies are successful for the most 
part because of their relationships with the financial media and 
the wider investment community. 
These relationships are fundamental to ensuring that a company 
positions and markets itself effectively to those audiences who 
will ultimately determine the success of its PLUS flotation. 
 
Specific Public Relations considerations 
When bringing a company to PLUS, there are a number of 
communications issues to be addressed that are similar to those 
faced by virtually any company seeking a listing on almost any 
stock exchange, anywhere in the world. 
 
These include developing a differentiated and exciting 
investment case by highlighting, for example, historical financial 
performance, competitive advantages, future prospects and 
quality and experience of management – together with, of 
course, pricing and valuation. However, seeking an admission to 
PLUS presents its own set of public relations challenges. 
 
 
 
 
 



 
 
 
 
 
 
 
 

 
 
Perhaps the overriding communications issue unique to a 
company seeking a quotation on Investors are often spoilt for 
choice, making it arguably more important for small and growing 
PLUS companies to differentiate. themselves from the 
competition, than is often the case for larger companies listed on 
the Main Market. A successful flotation and a healthy life as a 
quoted company thereafter depends on the company’s ability to 
attract good quality investors, maintain liquidity and consistently 
prove that it can fulfill its commercial objectives. To help achieve 
this, it must plan well in advance and prepare targeted and well 
thought-out communications. 
 
Communications objectives 
Key to a successful flotation on PLUS is endorsement from the 
audiences that will determine and define how a company is 
perceived. To this end, the key communications objectives 
during the flotation process should be: 
• to explain the investment philosophy and IPO rationale 
• to achieve endorsement of the valuation from key opinion 
formers, particularly the national media and sell-side analyst 
community 
• to disseminate consistent and clear messages 
• to communicate a thorough and favourable understanding of 
the business, strategy and management experience/expertise 
• to maintain momentum in the aftermarket. 
 
Paid-for communications, such as advertising and corporate 
literature, also have an important role to play in terms of raising 
awareness of the business and communicating hard facts, but 
these communications cannot recommend the share offer as a 
good investment opportunity, in part because of regulatory 
restrictions, but also due to a lack of credibility. A positive third-
party endorsement, with the authority of independence, is the 
most credible recommendation a prospective flotation can 
receive. 
 
These core communications objectives should support the 
overall goals of the flotation, namely: 
• to position the company as a ‘must-have’ investment 
opportunity 
• to achieve the best and most accurate valuation 
• to attract a diverse, high-quality and supportive investor base 
• to ensure the company is well-placed for the next stage in its 
development. 
 
 
 
 
 
 
 
 



 
 
 
 
 
 
 
 
 
 
At no point should the communications objectives in a flotation 
process (or afterwards) adversely affect the commercial and 
strategic goals of the business. Too often, communications 
surrounding a flotation are not taken in context and the IPO is 
treated as an end in itself rather than a stage, albeit a very 
important one, in the company’s development. 
The communications strategy in the run-up to the flotation 
should, therefore, reflect the long term strategic goals of the 
company. 
 
 
Value your business' flotationv 
Deciding on the right price for your business can be one of the 
most difficult aspects of a flotation, and can be a matter of 
intense discussion between you and your advisors. 
Care should be taken not to be too aggressive with valuation 
expectations. It is important to leave something on the table for 
investors as you will need their support down the road. 
Achieving the first set of market expectations is crucial to 
maintaining confidence in your share price, so it is infinitely 
better to under-promise and over-deliver than the reverse. Most 
companies are valued on a multiple of their historical and 
expected future earnings. If you set a value more geared to 
future earnings it's often best to err on the side of caution, 
because if you fail to achieve those earnings your share price is 
likely to fall. 
A number of factors can influence the pricing decision. If your 
business is in an exciting, fast-growing sector or is market 
leader in its field, investors may be willing to pay a premium for 
the shares. 
Sometimes it's best to set a share price at a level lower than you 
would normally value the business. This may help your share 
price to rise after flotation - making a good impression on 
potential future investors. 
A company that is well-organized and has given consideration to 
these matters prior to embarking on the IPO process will make a 
much better impression with advisors and the investment 
community, thus enhancing the prospects of a successful IPO. 
 
Communications strategy 
Effective co-ordination of communications enables the release 
of information in a controlled, strategic way. The PR agency, 
following discussions with the company and the rest of the 
advisory team, will design and implement a communications 
strategy which will run in parallel with the overall IPO timetable. 

 
There are a number of strategies you can 
use to maximize the likelihood of success 
of your listing. In general, you should 
consider developing a marketing 
communications plan to raise awareness 
of your listing among potential investors. 
Activities you may wish to consider 
include: 

 
Roadshows – consider visiting financial 
institutions to encourage investment in 
your float. 

 
 Presentations to brokers or financial 
planners on the benefits and risks of 
investing in your company provide them 
with the opportunity to understand your 
business and consider the investment for 
their clients.  

 
Broker distribution – many new listings 
on PLUS use the services of a broker. 
Using the services of a broker can 
enhance the level of capital raised and 
spread of investors on your register.  

 
Broker websites – you can request 
brokers to place information about your 
float on their websites, providing the 
listing with a new distribution channel at a 
relatively low cost. Brokers are often 
willing to do this as it offers their clients a 
new investment opportunity 
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For a company based outside the UK, any domestic public 
relations, marketing or other communications programme would 
need to be aligned with the flotation communications strategy. 
 
The UK-based PR agency normally would take the lead in 
coordinating the overall strategy, ensuring that consistency of 
messages, regulatory compliance and support of the IPO 
objectives are achieved across the relevant time-zones and in 
all communications. 
 
Communications timetable 
The IPO communications timetable can be broadly split into four 
key phases. The duration of each phase will be determined by a 
number of factors, including, but not limited to, the 
macroeconomic environment, investor appetite for new issues, 
the size and nature of the issue and how well the company has 
organised and planned its run-up to flotation. As mentioned 
above, these stages will be closely aligned with the key 
landmarks of the overall IPO timetable. 
 
Approval of marketing materials 
The company must produce, along with its advisors, a number 
of key documents during the IPO process, including the 
pathfinder and final admission document, the institutional 
roadshow presentation and the press releases for the various 
stages of the process, as outlined above. 
 
The PLUS admission document or prospectus is the ‘official’ 
document of the flotation process pertaining to the company’s 
business, the competitive environment, the company’s financial 
performance, its prospects and the rationale for the IPO. The 
document can take many months to produce and is subject to a 
rigorous verification process. Once completed, the document 
forms the basis of the investment decision for both institutional 
and retail shareholders (if the company has a retail offering). 
Any other marketing material must strictly adhere to the 
information contained in the prospectus. If any new information 
then becomes available in the public domain, the prospectus 
may need to be amended accordingly. 
 
The design of the prospectus (and pathfinder document) front 
cover should also reflect the company’s business and the key 
messages that it wishes to communicate to the market during 
the flotation process. There is little scope for impact marketing 
or the use of visual design outside of the formal documentation 
during an IPO and a company should take the opportunity to 
create a prospectus cover that reflects the brand values and 
strategy of the business.  
 
 
 
 
 
 



 
 
 
 
 
 
 
 
 
 
A prospectus is a document on public record and will serve as 
the primary reference document for the company until it 
produces its first annual report as a public company. 

 
The institutional roadshow presentation is also a key document 
and should not be an afterthought in the drafting and design 
process, since it will form the basis for the face-to-face meetings 
with investors during the investor roadshow. While it cannot 
contain any information that is not in the admission document, it 
must be structured in an appropriate and compelling fashion to 
maximize its effectiveness as a sales tool. The PR agency will 
work closely with the company’s brokers, financial advisors and 
lawyers to ensure that consistency is achieved in all the 
documentation, that all marketing materials meet regulatory 
requirements and that the messages are clear, concise and 
tailored to the needs and expectations of the financial 
community. 

 
Phase 1: Preparation and corporate communications 
 
A company will be best placed to achieve a successful flotation 
if it has begun planning for its flotation at an early stage. As a 
rough guideline a company should begin to formally plan for its 
IPO anywhere between 3 months and 1 year prior to the 
proposed flotation date. This plan should incorporate the 
communications strategy. This would entail using any ongoing 
corporate or consumer PR programme to develop and refine the 
messages that would ultimately support the IPO process. That is 
not to say that the company should announce that it is intending 
to join PLUS, in fact the company must ensure that details of its 
proposed IPO remains strictly confidential, but rather that the 
corporate PR programme should be used to raise the profile of 
the business and the management, promoting a wider and more 
in depth knowledge of the company’s products or services and 
achieving a position in the market that is clearly defined vis-à-vis 
competitors. 
 
Other preparatory work that a company should do during this 
phase could include some, or all, of the following: 
• designing an internal communications strategy 
• ensuring that the company begins to act and communicate to 
public company standards. 

 

 

 

 

 

Most unlisted companies seeking 
admission to a public market embark on 
pre-IPO fundraisings to secure funds for 
working capital purposes in order to 
facilitate short-term growth and expansion 
plans or, indeed, to fund the costs of a 
flotation in the future. In addition to 

the need for funding to meet day-to-day 
working capital commitments, companies 
that have a strategy that eventually leads 
to a flotation are aware of the need to 
create a ‘story for the market’ to attract 
new investors. 

Therefore, funds raised at the pre-IPO 
stage tend to be used to secure 
acquisitions and facilitate internal 
reorganizations in order to make a 
company and its business look more 
appealing to prospective investors at the 
time of flotation. 

Private investors such as individual 
business angels, venture capital funds 
and private equity houses are also likely 
to ‘follow their money’ and invest again at 
float, particularly if the company has 
secured pre-IPO financing from well-
respected institutions. 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 



 
 

 
 
 
 
• reviewing existing communications materials, including 
 background briefing notes and case studies 
• performing an audit of media coverage/ perceptions 
• providing media training for senior spokespeople 
• developing a corporate website, specifically to ensure  
investors and the media are well catered for 
• building the corporate photography and image library 

 

 
Phase 2: ‘Intention to be listed’ announcement 
This is perhaps the most important phase in the IPO 
communications timetable. This announcement will be the first 
time the company communicates publicly its desire to float and 
will set the scene for how it is perceived during the IPO process. 
Although there is no formal regulatory requirement to issue an 
Intention to be listed announcement, best practice is to make 
such an announcement anywhere between two months and two 
weeks prior to the expected date of admission. 
However, this timing could be influenced by a number of 
external factors including investor appetite for new issues at the 
time and the likelihood of the IPO leaking. 
 
The Intention to be listed announcement usually takes the form 
of a relatively brief press release stating the intention to seek 
admission to trading on PLUS, together with the following 
information: 
• details of the company, its scope of business and strategy 
• outline historical financial information 
• details of the management team 
• the amount of money the company is looking to raise 
• the outline timetable for admission 
• possibly an indicative range of the likely market capitalization 
on admission 
• contact details for company spokespeople. 
 
It is important to note that all information contained within this 
and other announcements during the IPO process will be based 
on legally verifiable information and subject to agreement from 
the company and advisory team. This press release begins a 
process which will place the company very much in the public 
eye and from this point forward the company and its activities 
will be both highly visible and subject to close media, investor 
and public scrutiny. Therefore, it is critically important to ensure 
that this announcement contains the key messages that the 
company wants to convey. 
 
The release of the Intention to be listed announcement also 
signals the beginning of an intense period of media relations 
activity to support the IPO marketing.  
 
 
 
 
 
 



 
 
 
 
 

 
           
 

Management, together with its PR advisors, will need to 
promote, in an open and active way, its business and its 
activities amongst the financial and investment media, 
positioning the company as a ‘must-have’ investment 
opportunity. It is also the first opportunity for the PR advisors to 
speak with unconnected research analysts from brokers not 
involved in the IPO (i.e. not the house broker) to gauge their 
perception of the company, appetite for the story and willingness 
to cover the stock post-flotation to provide the all-important third 
party endorsement. 
 

 
          Phase 3: Publication of the pathfinder document 

The pathfinder document is essentially the same as the 
company’s prospectus (admission document), excluding the 
final pricing and allocation details, which have yet to be decided. 
The document is very detailed and contains extensive 
information on the company. Along with the investor 
presentation, it is used as the primary marketing tool for the 
investor roadshow which will start on publication of the 
pathfinder document. It is at this point that anything controversial 
or unusual about the company will be available in the public 
domain. As with the pre-flotation research, the pathfinder 
document is not distributed to unconnected third parties, but can 
find its way into the hands of the press. The PR agency should 
ensure that management is well-prepared to answer any 
potentially difficult questions, as well as ensuring that executives 
are capable of communicating the company’s key messages 
effectively. 
 
Phase 4: Prospectus, Pricing, Allocation and Trading 
The publication of the Prospectus, Pricing, Allocation and 
Trading can happen simultaneously but are often split, with a 
few days separating the commencement of final pricing and 
allocation from first day of trading. From a communications 
perspective, over-subscription to the offer or a strong market 
debut on the first day of trading represent good opportunities to 
emphasize the success of the PLUS flotation to the financial 
media, reinforcing the messages communicated throughout the 
IPO process. A press release will be issued on final pricing and 
allocation informing the market of the number and price of 
shares to be issued. A further press release will usually be 
issued on the first day of trading, if announced separately. 
 
 
the first few days of trading. If this should happen then 
management needs to be prepared to respond to any market 
queries as to an inaccurate valuation. Supporting a fair valuation 
for the shares post-IPO is critical and forms a significant part of 
the long-term communications strategy of the business. 
 
 
 
 



 
 
 
 
 
 
Internal communications 
An audience that is often neglected during the IPO process is 
the company’s own employees. It is absolutely imperative to 
communicate with them during the IPO process, explaining the 
IPO rationale and reassuring them about their future. 
 
Following a successful admission, there will also be an 
opportunity to speak with employees about the company’s new 
status and obligations as a public company. A well-planned and 
informative internal communications programme may also 
encourage employees to support the offer directly if the IPO 
structure permits this. Any employee communications must 
strictly adhere to the agreed public relations strategy to ensure 
consistency of messages both internally and externally. 
Furthermore, the timing of such communications is very 
important: too early and the story could leak into the public 
domain, too late and employees may resent the lack of 
communication. 
 
Post-flotation: ongoing communication strategy 
Maintaining interest in the company post-flotation is every bit as 
important as generating interest during the flotation process. 
The company should go beyond the minimum level of disclosure 
required under the PLUS Rules and should take the initiative in 
its communications with the financial markets and the media. 
Maintaining the interest achieved during the IPO is vital in an 
ever growing market. The PR firm will work with the company to 
implement a comprehensive programme incorporating the 
following areas: 
 
• ongoing media and analyst relations 
• private client broker relations (if appropriate) 
• strengthening and broadening company and management 
profile 
• market intelligence 
• management of expectations 
• crisis and issues management 
• market research. 
• Regulatory reporting requirements: 
• financial calendar  
• trading updates 
• M&A, restructurings and disposals 
• future equity or capital raisings 
• board and senior management changes 
• significant ad hoc news flow (eg key contract wins) 

 
 
 
 
 
 
 
 
 
 
 



 
 
 
 
 

 
 
Investor relations 
Once a company has been admitted to trading on PLUS, its 
transition to its new status as a public company is complete. 
However, it now has new responsibilities to its shareholders. An 
effective investor relations programme will be necessary to 
achieve a share price that truly reflects the company’s value. 
 
 The investor relations programme should be run in tandem with 
the financial PR and communications programme.  
 
The core aspects of an investor relations programme would be 
to provide advice and guidance on areas such as: 
 
• promoting the company and its management to the fund 
management community through specific roadshows and events 
such as site visits and capital markets days (the latter can 
include a number of activities, but usually involves a half to full 
day of presentations from the Board and possibly other senior 
directors, for example, heads of particular divisions and product 
demonstrations, if appropriate) 
 
• regular sentiment research to refine messages and address 
misconceptions and potential issues in all written and verbal 
communications 
 
• management of expectations (to build confidence and avoid 
surprises) 
 
• benchmarking the company’s performance, materials and 
guidance levels against its peer group 
 
• advice on corporate governance issues, corporate social 
responsibility and other developing interest areas for investors. 
 
• the regulatory obligations of an PLUS company to its 
shareholders 
 
• the timely release of financial and corporate Information 
 
• preparation of communications and marketing materials in 
accordance with best-practice disclosure requirements of the 
institutional investment community 
 
• review of the company’s share register in an effort to identify 
key holders and weightings (the findings would then be used for 
ongoing targeting).  
 
 
 
 
 
 
 
 
 



 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Audiences and stakeholders: Who are you talking to? Table 1 

 
 

Financial Times 
With the FT ‘Share Price Listing Service’, PLUS-listed and 
PLUS-quoted companies can get their share price published on 
the popular ‘FT Companies and Markets Section’ in a vastly 
improved layout maximizing the value of their listing or 
quotation. 
 
Benefits from Financial Times 
• Investors in the PLUS market expect to find your company in 
the FT 
• Keep your current shareholders updated 
• You can attract new investors 
• Align your company’s listing with the FT’s products and 
audience 
• Be recognized amongst your peers 
 
Raising further the company’s profile 
 
Aside from the Share Price Listing on the Financial Times 
newspaper, the FT also offers a Company Announcement 
Service (CAS), and in the future an ‘FT.com IR button.’ 
With the ‘IR button’ on the FT website, have your logo and 
branding on the FT website with direct links to your company 
website and annual reports. 
 
 
 
 
 



 
 
 
 
 
 
 
The FT Company Announcement Service (CAS) publishes 
company releases in the newspaper and on the FT website. 
Perfect for announcements on annual results, interim results, 
IPO road shows, and other strategic announcements, the CAS 
offers companies maximum reach to stakeholders. 
 
FT cost 
A cost effective way to reach your investors, the FT Share Price 
Listing Service is offered to PLUS companies at the following 
rates/packages: 
 
• Paper only. Newspaper Listing 
£2,325 per annum (less than £45 per week) 
 
• Standard (In development) 
Newspaper Listing and IR Button 
£2,900 per annum (less than £56 per week) 
 
• Company Announcement Service (CAS) 
300 - 1000 character extract in newspaper 
£550 - £1,050 per announcement 
 
 
How much does it cost?. PLUS Costs 
 
 
For UK and international companies issuing specialist 
securities: 
 
Admission fees for structured products are capped at £20,000 
per year for frequent issuers. No annual fee applies to structured 
products. 
 
 
 
Admission fees for ETFs are capped at £10,000 for a family of 
ETFs issued by a single issuer in one day. Annual fees for ETFs 
are capped at £5,000 for a family of ETFs issued by a single 
issuer in one day. 
 
 
 
 
 
No fees apply to tranche issues or “draw downs” from listed 
programmes, we only charge for the establishment of the 
programme. No annual fees apply to debt securities. 
 
 
 
 
 
 
 
 



 
 
 
 
 
 
 
 
 
 
 
 
 
Application and annual fees for issuers of securities on the 
PLUS 
exchange (as at 1 January 2010) 
Application fees 
All issuers of equity or debt securities (UK and international)  
PLUS company application fees 

- Where application fees are based on a company’s market 
capitalization, the figure used to calculate the fee will be the 
estimated market capitalization at the time of application. If the 
actual market capitalization at admission differs sufficiently from 
the estimated figure to put the company into a different band, a 
correcting credit or charge will be issued at admission. 

- In the case of a PLUS-quoted company intending to seek re-
admission to PLUS following the completion of a reverse 
takeover, a further application fee will be payable calculated on 
the same basis as above. 
 
Annual fees 
All issuers of equity or debt securities (UK and international) 
PLUS company annual fees 
Annual fees are based on a company’s market capitalization. In 
the case of a new applicant 
to the PLUS market, this market capitalization will be the 
estimated market capitalization at 
the time of admission (subject to adjustment where the estimate 
falls into an incorrect band). 
A company’s initial annual fee will be calculated on a pro-rata 
basis from the first day of admission to 31 December. 

 
Payment details: 
Application and admission fees 

- The application fee is payable on receipt of the application. 
- The first year’s annual fee must be received at least 24 hours 

prior to the commencement of 
- trading. 
- Subsequent annual fees are payable annually in advance. 

Issuers will be invoiced in January each year for 
- 12 months to 31 December. 
- General 
- All fees are shown exclusive of Value Added Tax (VAT), which 

is applicable at the prevailing 
- rate where the company is subject to United Kingdom VAT. 
- All fees are payable within 30 days of the invoice date by 

electronic transfer, quoting the 
- invoice number. 

 

 

 

 

 

 

 

 

 

 

 

 

 

REITs and the PLUS Market 

In introducing the legislation for UK 
REITs, the UK Government was attempt-
ting to address a number of issues, 
notably: poor liquidity; more efficient use 
of commercial property; tax distortions 
between direct and indirect investment in 
property; lack of choice for small investors 
and the need to improve the quality and 
quantity of finance for investment in 
property. The Government set a key 
condition for conversion as the require-
ment for the entity to be listed on a 
“recognized stock exchange.” This inclu-
des PLUS listed companies. 

REIT basics A REIT is a tax efficient 
quoted property company or group whose 
main activities consist of a property rental 
business.The REIT legislation provides an 
opportunity for organizations investing in 
real estate to elect to enter into the REIT 
regime and obtain exemption from UK 
taxation on both rental income and capital 
gains, provided certain conditions are 
met, which include company and business 
conditions. 



 
 
 
 
 

 
 
 
 
 
 

- All invoices settled after more than 30 days will be subject to a 
late payment surcharge. 

- All fees are non refundable. 
- PLUS Markets plc reserves the right to amend these fees at any 

time. 
 

Operating as a Listed Company 
Once you have listed your company on PLUS, you will be able 
to enjoy the advantages currently available to approximately 
2,200 other PLUS-listed companies. Your initial capital raising 
and the ability to turn to the market for additional capital now 
gives you greater ability to fund future growth or acquisitions. 
Your company will have a higher profile in the media, the 
investment community; both in Australia and overseas; and in 
the public domain generally. Institutions will now be more likely 
to consider investing in your company, given the increased 
transparency and ease of trading an PLUS listing brings.  
As a listed company you will need to communicate to the market 
and promote yourself to the investment community on an 
ongoing basis and importantly listen to the messages the market 
is communicating to you. These messages can come via 
changes in your share price, as well as directly from events 
such as the Annual General Meeting (AGM) where shareholders 
have the opportunity to directly communicate with you. 
Investors are interested in a well run business with sound 
objectives; they are focused on what makes a good company 
when developing their investment portfolio. Characteristics of a 
‘sound’ company generally include: 
1 Balance sheet strength – ability to plan and fund long-term 
capital expenditure and acquisitions 
2 Management strength – good track record and vision to carry 
out the strategy 
3 Product/service strength – growth potential over and above 
the economic cycle 
4 Shareholder strength – diversity in shareholder base.  
Achieving these four characteristics requires the commitment of 
a considerable amount of time and energy. However, a 
company with these characteristics is more likely to achieve 
healthy liquidity and demand for its shares.  

 
It’s very important to take a long-term view of your company’s 
progress on the market and not be constantly fixated on your 
share price.  

 
The company/group conditions 
 
• The principal company’s shares must be 
listed on a recognized stock exchange 
• The principal company cannot be a 
“close company”. Broadly speaking the 
company cannot be controlled by five or 
fewer participators or its own directors 
(i.e. owning more than 50% of the shares) 
• The principal company can only have a 
single class of ordinary shares (although 
non-voting fixed rate preference shares 
are also permitted)  
• The principal company of the group must 
be UK resident (offshore subsidiaries are 
permitted) 
• The principal company cannot be an 
open-ended investment company 
• Any loans taken out cannot be on non 
commercial terms (e.g. where the return is 
dependent on the profits of the business) 
 
The exempt business conditions  
• A minimum of 90% of income profits 
must be distributed each year 
• There must be a minimum of 3 UK rental 
properties 
• No one property can represent greater 
than 40% of the exempt portfolio value 
• Properties cannot be owner occupied 
There are additional tests/conditions 
relating to interest cover, maximum 
shareholdings by companies, and non-
exempt activities etc.  
In order to obtain UK tax exemption under 
the REIT regime the company/group has 
to pay a 2% entry charge. This is based 
on 2% of the gross value of the exempt 
assets within the group.  
There is a mechanism to spread this entry 
charge over 4 instalments, however this 
increases the charge to 2.19%. 
 

 
 
 
 
 
 
 
 



 
 
 
 
 
 
 
 
 
 
 
There are factors beyond a company’s control that can influence 
both the level of demand and the share price, including the 
current economic climate, speculation over a potential corporate 
transaction and media speculation. In addition, the proportion of 
your company’s shares held by external investors, known as 
‘free-float’, can also affect the demand of and value for your 
shares. The higher the level of free-float the higher the volume 
of shares available for trading. 
 
Next Steps 
As discussed at the beginning of this Guide, the first step is to 
determine whether listing is appropriate for your business, a 
decision which must be guided by your business’ long-term 
strategy. This Guide has taken you from the initial concept of 
listing to the stages of operating as a listed company. In making 
the decision to list, you must consider the advantages and 
disadvantages as well as the issues for consideration outlined in 
this Guide. 

 
If you make the decision to list, PLUS can provide your 
company with invaluable access to retail and institutional 
investors, and exposure throughout the world. By listing on 
PLUS, you will enter a new phase in your company’s 
development in which you will become part of a select group of 
companies on the global capital stage.  
 
How can Braxton help you? 
 
Working with partners, Braxton represents issuers, underwriters, 
and investors in public offerings and private placements of 
securities issued by corporations, partnerships, trusts, pooled 
investment funds, options funds, and other investment 
vehicles.   
 
Braxton can help you to get your company into shape and 
legally compliant before your chosen sponsor checks it out. We 
can also help your company and its directors with the 
agreements and arrangements at the very heart of a PLUS 
listing, including by reviewing and advising on the terms of 
underwriting and lock-in agreements and by assisting in the 
preparation and formulation of the contents of the prospectus 
and in its verification. Braxton can also draft necessary service 
agreements for executive directors and letters of appointment 
for non-executive directors. 
 
 
 
 
 
 

How are securities traded in PLUS? 

The PLUS secondary market trading 
platform is based on a quote-driven 
trading model. Market makers commit 
their own capital to the market, playing a 
key role in providing both price formation 
and liquidity. Trading activity on PLUS is 
wholly transparent through all leading 
information vendors and through the 
PLUS website. 

 

 

Continuing obligations  
There are continual obligations of being 
an PLUS-listed company, relating mainly 
to compliance with the PLUS Listing 
Rules. 

 

 

 

 

Braxton offers truly integrated listing 
communications pregrammes to clints, 
designed to engage media, investors, 
analysts commentators, business and 
government. 
For overseas based clients we provide a 
virtual London IR and media office, 
handling enquiries, servicing listings, 
customers or projects and stimulating 
interest. 
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If you are considering a flotation, Braxton and its partners can 
also: 
 

• evaluate the suitability of an AIM or PLUS Market listing 
• review the structure of your business and your business plan 
• introduce you to the corporate advisors and brokers you will 

need to progress your listing 
• offer you legal advice and Company Secretarial support 
• guide you through the whole process 
• assist in arranging pre-IPO or pre-placement funding 
• review the corporate responsibility of your business 
• make a political risk assessment of your international 

operations 
• advise on the tax implications of your flotation, including the 

tax structuring of your business 
• assist in the corporate governance issues after listing 
• evaluate the risk management considerations of your 

company´s stakeholders 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 

Contact us 
If you would like to have a preliminary 
discussion with us, please email us at 
info@braxton-co.com. You can also 
view more information about listing on 
PLUS on our websites at: 
www.braxton-group.com 
www.braxton-co.com


